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Summary of our business with the KA

Their
Sector/product us Comp. Corp. MeeToo Total | category | Change
share.
Revenue | Share | Change | Revenue | Share | Change | Revenue | Share | Change Spend
Widgets 10,000 7% 2% 15,000 56% % 2,000 7% 100% 27,000 2% 1%
Lengths 15,000 8% 2% 15,000 8% 1% 1,000 3% 100% 31,000 10% 1%
Applied Tools 12,000 4% a% 10000 7% 1% 5,000 19% 20% 27,000 32% 2%
Services o o% o 30000 100% 20% o o o 30,000 6% 20%
Total 37,000 32% a% 70000 61% 2% 8,000 7% 50% 115000 | 17% 2%
Mee with a replica range but 1 a We gained in Applied Tools as a result of Acme winning new supply agreement.

Our recent business history

Won
Applied Tools
What New Super Wigdet Why Share gain vs. Comp. Corp. as a result of product innovation
Lost
Lengths Volume foss to MeeToo price advantage
What Why
| mpications | We il continue a o We can't reduce pr pete in the short term. C to (but no new
" Innovation planned and Acme winning new contract
‘The KA important managers
Name Title Responsible for Interested in Attitude to us Our contact
per Larson General Manager Total business Strategic partnership Neutrol ceo
Bert smith Senior Purchasing VP Cost Center Cost reduction (bonus on cost) Neutrol Sales VP
Serge Andre. Senior Buyer Our category puchases Constant supply, quality, cost positive Kam
Wolfgang Weiss New Business Director | New business dev. Innovation o current conact Kam
Implications We need to develop wider relationships - especially with the NB Director
‘The main drivers which will impact our growth
KAName Date of st update
[The Key Account wants
Objective Plans Needs. Concerns. Sowhat?
1 cost reduction Reductionof rangelsqueeze supplers 1 dortknow yet 1 dortknow yet | st i out
2 ours We can supportthem iecty
|3 Devetop own products To partrer
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s
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[The market s likely to

6.

|2 environmental concerns will require new green support

3 Legistation in Europe expected to ban all PCP in 2 years
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[The competition i

ikely to

15ave share by price reduction

|2 Enter new markets with price offer

3 Reduce innovation

|4 Add new low cost services

|5 Reduce sales force cover?

[We want

1 70 protect volume and margin

12 To safeguard major supply agreements

3 To enter the Services market
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Relationship development

Who What Ineed. How

Todevelp mre strateic reltonships t posiin s o gobal

aeosraphicllogistissupport

‘The growth opportunity summary

|Opportunities - defend existing business

What Valve | Costtome Ease of sellng Ineed. How Selected

tengtns 20m 500 Easy- fwe reduce prce To retoin this usiness pric reuction Tobe greed

[Opportunities - grow existing business

What Valve | Costtome Ease of selling Ineed. How Selected

widgets som o B ves

|Opportunities - win new business

Wwhat Value | Costtome | Eose of seling I need. How Selected
s 10000 o e v v
Globorsuniy Aeement w00 | 1o ot Acompie on e speciceeds Wi K e otons i e
Totalvalue of potential new business 114000
Total slected potential new business 14000
Total potential growih % 0%
Total selected growth % o
ai @ @ B
Projection/. Projection/. Projection/ Projection/
Target Actual Target Actual Target Actual Target Actual
170 win 4,000 new Widgets business by a2 4000
2.To present and agree full lobal supply agreement by end year 3000 30000 100000
5.To dentify ¥ 8
410




